Nancy Umuhire was a little girl in Kigali, Rwanda, during the 100-day ethnic genocide that devastated her homeland in 1994. She survived, but her mother was among the nearly 1 million people who did not. Two million others were displaced.
Nancy Aossey was in Kigali at the same time. She had chosen to position her relief operation there, close to the killing fields, unlike many other organizations that had opted to set up shop in the relative safety of neighboring countries.
The two Nancys did not cross paths then, but they would be on the same stage years later during the May 2008 commencement ceremony at UNI. Umuhire would be the commencement speaker, representing her class of graduating seniors; Aossey would receive an honorary doctorate from her alma mater for her worldwide humanitarian work. Any business school would be proud of these two alumnae for what they have overcome and what they have accomplished! That afternoon, as I watched the two Nancys sitting on either side of President Allen, it struck me that beyond the captivating story each could tell, there was another story the two of them could only tell together. Aossey left UNI to bring hope and the promise of a better life to every devastated corner of the world, including the one in which Umuhire lived. Years later, having lived through one of the most tragic moments in human history, Umuhire came to UNI, hoping for a good education and a better life.
Together, they represented a full circle, a whole story of hope, and I was happy to be representing the school where this particular story took shape. I could see my school as a landing place for those determined to improve their own lives and as a launching pad for those determined to improve the lives of the others. Isn't this dual, complementary role what allows business schools to occupy a central place in today's society?
Thanks to the two Nancys, I had a chance to think about the greater purpose of higher education. The moment felt so good I wanted to capture it and share it with you. Read the stories of Nancy Umuhire and Nancy Aossey, and please share with me other inspiring stories that took shape at UNI.
The Road Less Traveled
Applying business principles allows a nonprofit to impact the world's neediest sectors.
On a blistering-hot day on the eastern coast of Africa, Nancy Aossey (Marketing '82, MBA '84) and her team of relief workers unloaded supplies at an airport in Somalia. This much-needed cargo would be used to help thousands of people who had been injured in the 1991 civil war in Somalia. As the unloading continued, the sound of gunfire split the air. An instant later, the man who had been sent to protect Aossey and her team lay dead.
As president and CEO of International Medical Corps (IMC), Aossey has seen her share of evil. Yet she and her worldwide network of volunteers persevere, responding to global disaster, strengthening the health and well-being of women and children, providing mental health care, and promoting self-reliance.
International Medical Corps, a Santa Monica, Calif.-based nonprofit, provides training programs to pass on skills and knowledge that are essential for selfreliance. The principle is simple: people who can generate income and feed themselves are better able to confront the consequences that are associated with widespread regional conflict. "We don't just 'give a person a fish,'" said Aossey. "We teach people how to fish. This sort of grassroots training can last a lifetime."
Aossey, the granddaughter of Lebanese immigrants, grew up in Cedar Rapids
Nancy Aossey distributed art supplies to children in Indonesia after the 2005 tsunami. Children in California donated the supplies to IMC's mental health program.
Kosovo where service to the community was an ingrained value. "America is a land of opportunity," she said. "I took that for granted until I went to places where children go to bed hungry and die before the age of 5 from a preventable disease. The reason to serve is because you can do something for someone who wasn't born into your same situation."
After completing her MBA degree at UNI, Aossey went the "traditional" route and joined a for-profit company, AT&T Information Systems, selling phone networks to small businesses. When a job transfer took her to Fresno, one of Aossey's first priorities was to find ways to be of service. Her interest was piqued by International Medical Corps, which was looking for someone to lead its humanitarian efforts. After meeting the organization's founder, physician Robert Simon, and the volunteer board of directors, Aossey was instantly sold. "I could tell this was a can-do, innovative, fearless group of people, and I wanted to be part of what they were doing," she said.
Although she had volunteered for nonprofit organizations throughout her life, Aossey had never worked for one, let alone run one. Realizing that forprofits and nonprofits are more similar than they are different, Aossey applied everything she learned in her UNI MBA studies to her work with International Medical Corps. Over the years Aossey strategically guided IMC from its threeemployee beginning into a $120 million relief organization with over 3,500 volunteers and staff working in more than 25 countries and regions. Under her leadership IMC has received the highest possible ratings from all of the leading nonprofit watchdog groups.
"Working for and running a nonprofit is definitely rewarding, but it's not really any easier than working for or running a for-profit company," Aossey admitted.
"We have two sets of shareholders, our donors and the people we serve. We are accountable to both. We need to deliver results to them every year, just like a forprofit company. We're measured by lives saved and people trained."
On any given day, Aossey might be in jeans and a T-shirt, gathering medical supplies and water purification tablets for people in Uganda; the next day she might be in a business suit, participating in a White House briefing with the president on tsunami aid efforts. She is accomplished and highly respected in both roles. In 2006 Aossey received the Distinguished Alumni Award from the Center for Creative Leadership and was named Nonprofit CEO of the Year by the Los Angeles Business Journal. In 2007 she earned the Distinguished Alumni Award from the American Association of State Colleges and Universities. This award is given to a graduate of one of its member institutions who has made a significant contribution to the public, intellectual, or cultural life of the nation. Past recipients include President Lyndon Johnson, Representative Barbara Jordan, and General Colin Powell.
Part of Aossey's role as president and CEO involves increasing peoples' awareness and support of the organization, a task she finds challenging since most of its work is done thousands of miles away. "The concept of 'getting a lot for your money' is really there," said Aossey, "because lives are being saved." After the Yogyakarta, Indonesia, earthquake in 2006, for example, International Medical Corps was on the ground within 12 hours; over the next several months IMC distributed emergency supplies to 2,800 families and food supplements to an additional 6,000. "I may be biased," Aossey said, "but Americans are the most compassionate and generous people in the world. Just look at the amount of money that poured in after the tsunami. People saw the devastation and related to it. It's not always easy to explain things to people because [ Umuhire: My family and I hid from Hutu militia members during the 100-day killing spree. We were all spread out, and all we could do was pray for each other. It seemed as if Rwanda was housing all evil. Approximately 1 million innocent people were slaughtered, and most infrastructures were destroyed. The future seemed very hopeless.
: You have a special relationship with alumna Nancy Aossey (see the Dean's Message on page 1).
Umuhire: When I met Nancy at UNI's graduation ceremony, I felt very connected to her. She told me she was one of the first people to get into Rwanda after the war to help people. I felt like she understands where I came from and what my country has been through. Nancy is such a great role model, and I would like to follow in her footsteps, especially when it comes to making a difference in this world.
: What brought you to UNI?
Umuhire: Everything in my country was destroyed after the war. Although some Rwandan universities reopened their doors, there was a two-year waiting list to get into college. I didn't want to wait that long to continue my education, so I spoke to my cousin, who was attending UNI at the time, and she helped me make arrangements to come. I enrolled in UNI's Culture and Intensive English Program right away and also met with a conversation partner twice a week to build my conversation skills.
: You were one of the spring commencement speakers. What did you tell audience members?
Umuhire: I told them how thankful I am for UNI and how much I grew during my four years on campus. While at UNI, I organized a two-week mission trip to Rwanda and took 12 students from UNI, Iowa State, and Wartburg. We held fund-raisers on campus to raise money to purchase goats for those in Rwanda who are less fortunate and to provide housing for children in orphanages. Also, I talked with Education majors every semester, shared photos of my country, and even brought some African dress to class. This helped educate students about Rwanda, which will help them as they teach in classrooms that are becoming more diverse.
: Why did you choose to major in business?
Umuhire: My father instilled in me the importance of college and said that people who go to college have a different style of living, a better style of living. My father is a pastor and my mom was a nurse before she was killed in the genocide. I wanted to be a nurse too, but that changed when I got here. I went to a career fair, found out about careers in MIS, and felt it was a good fit. The motivation behind this partnership was to introduce business topics into the Liberal Arts Core, allowing students to explore the social, political, and philosophical implications of a global economy as an integral part of their university education. Students learn the issues and arguments surrounding immigration, employment outsourcing, free trade, labor laws, and human rights. Class discussions focus on how ethical behavior and social responsibility within business contexts affect the entire world.
The program provides additional benefit to UNI students in any major and a glimpse into the ways a Liberal Arts major can make a difference in the global economy. UNIBusiness works with many employers who value graduates who have been exposed to other cultures and can speak a foreign language, regardless of their undergraduate majors. These students are viewed as self-motivated, independent, willing to embrace challenges, and able to adapt to new situations. What's more, many companies are in dire need of employees with international knowledge and foreign language skills who can help them successfully negotiate and conduct business in diverse cultures around the world. With some exposure to the important international role of business, students with an interest in culture, language, ethics, history, or philosophy can explore ways they might contribute to the world through a career with a business organization. 
Student Leader Awards
Grayson Jones (Management, far left) and Ellen Schiltz (Finance, far right) accepted the Student Leadership Award for the outstanding leadership shown while serving as co-presidents of the President's Council. The council is comprised of presidents from the College's 21 student organizations, including (next to Jones) presidents Michelle Drey (Marketing), Tyler Schmitz (MIS), Stephanie Wesely (Management), and Stephen Rausch (Management).
Wall Street Journal Award
Since 1948 the Wall Street Journal Award has been given to undergraduates in each state who display high academic achievement in business-related programs. Diane Wilson (Accounting) was this year's winner.
Student Organization of the Year
The Society of Human Resource Management (SHRM) was honored for organizing seminars, bringing speakers to campus, and providing hands-on experiences to its members. SHRM members also volunteered at the Cedar Bend Humane Society and held a food drive for the Northeast Iowa Food Bank. New faculty appointments enhance student's learning within UNIBusiness.
John Pappajohn Student Entrepreneur of the Year

Paving the Way
On May 25, a tornado ravaged the town of Parkersburg, 25 miles west of Cedar Falls, killing six residents and destroying hundreds of homes and businesses in one breathtaking instant. Thirty-two small businesses were reduced to rubble; another 35 suffered serious damage. The few businesses that escaped physical damage found their market displaced and their distribution channels dismantled. Less than two weeks later, struggling business owners were still reeling from the devastation when another disaster struck: widespread flooding.
Estimates from UNIBusiness' Regional Business Center/Small Business Development Center (RBC/ SBDC) indicated that more than 1,200 small firms in rural communities were affected by the tornado and flooding. "We were inundated with phone calls and emails from community leaders and entrepreneurs across the state, requesting assistance to help these small companies reassess, rebuild and, potentially, reopen," said Maureen CollinsWilliams, SBDC director.
Taking direction from business counselors who helped victims of the 2006 flood in South Dakota and a 2007 tornado in Greensburg, Kansas, Collins-Williams and her staff knew they must be patient while the business owners recovered from shock. As they did, the RBC/ SBDC prepared to serve them with customized, highquality consulting assistance to make critical decisions about the future of their businesses. The RBC/SBDC held a series of town meetings in rural communities for small business owners to gather, share their experiences, and learn about resources and services available to them.
In less than two weeks, more than 300 impacted business owners attended these meetings throughout Northeast Iowa. Working with a lender in Parkersburg and the Iowa SBDC system, CollinsWilliams and her staff set up a tent in Iowa State Bank's undamaged parking lot, hung banners, and invited business owners to visit with a certified disaster recovery SBDC consultant any time the banners were out.
"We asked a retired director from the North Iowa Area Community College SBDC to help us with the Parkersburg recovery effort and placed him in that tent for several days each week," said Collins-Williams. "It was hot, windy, messy, and not very professional, but they came -sometimes just to talk and sometimes with FEMA or SBA paperwork in hand." Since May five businesses have reopened and half a dozen others continue to work with the RBC/SBDC on rebuilding.
Winnebago Industries in Forest City loaned the RBC/SBDC a recreational vehicle this fall and winter to put an SBDC consultant on the road in Greene, New Hartford, Allison, El Dorado, and other flood-affected communities. The consultant provides one-on-one consulting and planning assistance similar to the tent recovery efforts in Parkersburg.
"As we move forward, we know that this disaster recovery will be a long and involved process for thousands of Iowa business owners," said Collins-Williams. "We have a burgeoning relationship with many of these rural entrepreneurs and hope we can continue to use the relationships and communications linkages to keep business owners engaged and linked to the resources and services they need to recover in rural Iowa." Regional Business Center helps business owners rebuild after a one-two punch from Mother Nature.
Winnebago
Down But Not Out photo: Molly Wade
Kirk Tibbetts (Accounting '77) Financial Controller, Principal Financial Group, formerly a recruiter for an accounting firm, admits, "I always found UNI graduates to be knowledgeable and hardworking, but not as competent or confident in soft skills such as writing and presentation skills, creativity, and conflict resolution. In contrast," he says, "graduates from 'namebrand' schools showed much more professional poise and were more assertive in advancing their careers. However, they didn't necessarily have as much to show for it with regard to technical knowledge, commitment, discipline, and sense of responsibility.
"I too was knowledgeable and had the right set of work values coming out of college," Tibbits recalls, "but lacked the strong personal skills necessary in today's business environment. UNI's new program adds professional skills, the missing link, to the two strengths our graduates already have."
This same sentiment, shared by just about every alumni we've talked to over the past few years, clarified UNIBusiness' strategic direction and motivated us to add professional skills to the College's mix of qualities we want our graduates to deliver. Students in the PSI program commit to attending a professional development activity each week until they graduate. The sessions address a wide range of topics and are delivered in a variety of formats, but the distinguishing feature is that they are offered by alumni, business partners, and working professionals who have recognized the role they must play in a young person's education. For example, Gary Walljasper, Principal Financial Group's vice president for organizational development, came to campus to present a workshop on leadership skills; Kevin Steere (Accounting '69), a member of the College's Executive Advisory Board who has also demonstrated his commitment to PSI through a generous donation, held a mentoring session via webcast from his office in Seattle. Pat Galasso, co-owner of several businesses in Clear Lake, including Gejos on the Lake, presented an interactive session on entrepreneurship, and the Worthington Partnership's Cynthia Goro provided a session on first impressions and social graces. Through consistent, targeted opportunities like these, students are shaping rewarding futures for themselves. "It's exciting to see alumni step up to take responsibility for the Professional Skills Initiative," said Farzad Moussavi, Dean of UNIBusiness. "We have an outstanding faculty that provides a rigorous and relevant curriculum. The students take responsibility for the work values that will allow them to contribute immediately to an organization. It's really our alumni -those who've honed their own professionalism -who can help our students develop the contemporary professional skills they will need."
A growing group of alumni, employers, and friends is being organized into an Executive Support Network who have made a commitment to assist UNIBusiness in expanding the Professional Skills Initiative. A second sophomore class will be invited to join this spring, doubling the number of development opportunities that we will need to offer. It's hard to believe that a year has passed since I wrote my first letter to you. A lot has happened since then! UNI is kicking off a major fund-raising campaign called Imagine the Impact that will help create student scholarships, faculty fellowships, and faculty professorships.
Eighty-five percent of UNI students need some form of financial aid, which is why scholarships are so important. Perhaps you were one of those students. If so, you know firsthand the importance of scholarships to ensure accessibility and affordability to talented students seeking a UNIBusiness education.
In addition to funding student scholarships, Imagine the Impact will focus on the recruitment, retention, and recognition of accomplished faculty. UNIBusiness professors prepare students who are ready and eager to make an immediate impact in their careers. With your financial gifts for professorships and fellowships, we are able to attract and retain world-class teacher-scholars in a highly competitive market where demand for business faculty far surpasses the supply of new PhDs.
I hope you'll take a moment to reflect on the impact your UNI education has had on your life. Which faculty member inspired you? What UNI activities helped shape your life? Now, Imagine the Impact your support can make on current and future UNI students.
Feel free to share your stories with me and come see for yourself what's happening on campus and in the College of Business Administration. I'd be happy to give you a tour, as it's always a pleasure to meet our valued alumni and friends.
To learn more about how you can make an impact, please contact me at 1-800-782-9522, 319-273-4444, or derek.thoms@uni.edu. 
Gifts Multiplied
The following companies matched their employees' gifts to the College:
Panther Phone-a-thon Fund Drive Results
Each fall UNIBusiness students call alumni to ask for their help in supporting the Dean's Fund for Excellence. This fund allows the College to offer scholarships and extracurricular opportunities to help more of our students start their careers with a professional edge and a global perspective.
Thanks to your generosity, $58,881 was raised during our Those who support UNIBusiness can chose from multiple ways to make an impact.
Accounting alumni connect and reconnect in Des Moines.
When students are willing to invest hours and hours of work to gain a professional edge, the least we can do is make sure they can afford the preparation costs.
Thanks to the generosity of UNIBusiness is proud of the significant impact its alumni have on the world. One way they bring their expertise "back home" is through the Alumni in Residence program. This year, the following distinguished graduates returned to campus during the College's annual recognition gala to help students connect theory to practice.
Rob Gettemy (Economics '87) is cofounder and president of IM4JC.com, a Christian T-shirt sales and socialnetworking site; he is also a partner in Acceleration Management Group, a startup consulting firm focusing on high-potential technology companies. Gettemy has 15 years of corporate executive management experience with an emphasis on merger and acquisition integration, operations, and marketing. 
CONveRsATIONs
Iowa Roots, Global Reach
Alumni David Takes and Jeff Hamilton discuss the importance of being global players Although their businesses are quite different, David Takes and Jeff Hamilton found they have a great deal in common when working with their partners in Asia. Takes (pronounced tay´-cus) and Hamilton were both Accounting majors, graduating in '81 and '80, respectively, but they had never met prior to May 15, 2008. That was the night UNIBusiness brought these accomplished alumni together to discuss their Iowa-based businesses and why it's essential to enter the global marketplace. Three hours later they were still talking! Here's an excerpt from that conversation.
From iowa to asia
David Takes: To be a stable, long-term company, you need to be a global player. A lot of our competitors have waned and died because they weren't willing to see how to deliver their product in new arenas. It may be appropriate to talk about going global like it's unique today, but in 10 years it'd better not be. Anyone who's not doing so may not be around.
Jeff Hamilton: It's not cheap and it's not easy, that's for sure. At ESP we had to ask ourselves, "How do we continue to service our customers at a high level? What are we going to do to change this business?" Obviously, going global was part of that, which started back in 1999. We started selling globally because some of our customers, like Emerson and John Deere, sold globally, and we knew we had to do something to assure our business with them. We looked at what our products went in, what they go with, and how we could put our products in something else to provide a value-added to the customer.
Takes:
If all you do is provide a built or manufactured-to-print product, sooner or later the low-cost countries will step up and compete with you because you're not providing the value-added.
Hamilton: That's right. So you provide that value-added design with a lowcost-country strategy. That keeps the competition at bay and provides value that's hard to match.
Takes: For Doerfer, going global was a double-edged sword. Our customers said, "If you want to keep our North American and European business, you're going to come work for us in Asia. We need a global supplier." We stiff-armed that as long as we could because the customer would never guarantee us a certain amount of business or revenue. They had to get to a point where they had enough going on that would justify our presence and investment. The tipping point came when we learned we could build and install equipment in Asia and, at the same time, begin to harvest a lowcost-country relationship for some of our work.
Hamilton: Picking up on the word "investment," we're developing long-term relationships with a number of different global suppliers. Some have asked, "Can you do strategic planning for us to help make our business better?" When you get to that level of trust, when suppliers are willing to open their business to you to help them make it better, that's pretty appealing. It's to our benefit, so I'll spend a weekend with them doing strategic planning. I'll invest the time to make them a better supplier because it brings opportunities for deeper relationships and further joint ventures.
learning to take responsibility
Hamilton: I've found there's still a big disconnect in middle management within Chinese companies, and upper management knows that. Educated middle management in China is lacking, and that takes a while because they haven't been industrialized long enough. But they'll eventually get there. There's also a big difference in how employees are treated in China. Takes: I think a bit of that carries over to the factory floor with regard to problem identification and solving. You can get frustrated if you expect a certain level of responsibility. The Chinese don't take it. It's not that they won't take it. They just don't start from an assumption that they can control a situation.
turning adversity into opportunity
Hamilton: We were working with a customer on some hard plastic tubes that ran from a machine's hydraulics to the transmission. We sourced these from a supplier in China. We specified the material and received certification from the factory that it was using the specified material. Well, the tubes were installed, and when the machines were out in the field, the tubes started to warp and pull away from the transmission. All of the fluid leaked out and the machines wouldn't operate properly.
We found out that the material specified was not the material that was actually used. It would be unlikely that someone would be able to pull something like that on us today because we footprint all of the samples to make sure they're what they say they are. We set up a quality control center in our Shenzhen facility so we can have Chinese materials tested before production begins.
How did we deal with the Chinese supplier who provided the tubes? I actually brought his son to the United States and put him in a two-year training program at ESP, and he was part of the team that went back and opened the Shenzhen office! Those are the kind of relationships you build. When a problem arises, you just figure out how to work it out.
Takes: I had a similar scenario with a supplier in Singapore. We sourced about $4 million in subassemblies from him for what are probably the 10 biggest companies in the world. Everything went great until the supplier packed the subassemblies in the sea-going containers to the East Coast. When the product arrived it was rusty. So we brought all of the subassemblies to our Nashville plant and tore them apart. The whole thing cost a lot of money, which I'll get back by giving the supplier more work and having him charge me less.
I've found that you end up doing business overseas the exact same way people have been doing it for centuries. You develop relationships and build trust. I know that our suppliers are going to come through, and when mistakes are made, they're going to be accountable. You can't expect them to be accountable the same way I have to be accountable to my customers. We've built the critical mass and wherewithal to do that. But it means if we're going to access these developing countries, we have to act as the buffer and the bank. And if you're not willing to do that and you don't understand how to do that, you'd better not go there because you'll blow a tire the first pothole you hit.
midwestern values Help build global relationsHips
Hamilton: I've spent a great deal of time in Asia, and I think the people there really like Iowans because we're not "in their face." And I think they like the Midwestern mentality. We have a respectful nature and try to do the right thing with customers.
Takes: I agree. We always accord everyone we meet with respect. I don't think the people in Asia get that all the time, but I think they routinely get that from Midwesterners. It's being interested in and wanting to know about them and how they live. It's knowing a bit about the language and being able to say hello. It's probably a bigger deal in Asia than anywhere I've been. Of course, they want to know how they're going to advantage themselves through meeting you and furthering that relationship, but they're also looking for a partner, not someone they can exploit. Elliott: It's certainly going to be a challenge, particularly in April.
Minnesota people are pretty hardy, though, and spend a lot of time outdoors.
We're going to encourage the Major League Baseball League to schedule us on the road a lot at the beginning of the season. When you think about it, our climate is not that different from Cleveland or Detroit, and their ballparks don't have roofs. You could never make enough revenue to pay for a roof, which would add another $130 million to the project, and our location won't allow for one.
Surdam:
How did the Twins go from "being on the bubble" of being eliminated from the League to having a new stadium?
Elliott:
The conversation about new ballparks started in the early 1990s. The League said the Twins and Montreal Expos were having major revenue stream challenges and were such a drain on League resources that if no one was going to do anything, they were going to shut the two teams down. The Twins' lease expired in 2006, and that's when the stadium got approved.
The whole argument was never about whether the Twins needed a stadium; it was about how the stadium was going to be paid for. The team is paying one-third of the stadium's costs with the rest being paid for by a 0.15 percent Hennepin County sales tax.
Surdam:
The ballpark is set up for about 40,000 attendees instead of 56,000 like your current venue. What's the thought behind that?
Elliott: Ideally the stadium would have been a little bit bigger. The footprint of the site is a little over eight acres -one of the smallest, if not the smallest, sites in baseball. People talk about stadiums with great seats and Pittsburgh always comes to mind, which has between 36,000 and 38,000 seats. The Twins really feel that a little over 40,000 seats will give people a quality, intimate experience.
Surdam: What's your outlook on baseball in general?
Elliott: Baseball is in a bit of a renaissance. Without question, a lot of it is because of the ballparks. People now come for the overall experience instead of just coming to the game and leaving. Our new ballpark will be about a halfday-long experience in outdoor baseball.
Surdam: Is it difficult to co-exist with three other major league teams (Timberwolves basketball, Red Wings hockey, Vikings football) and a Big 10 school (University of Minnesota)?
Elliott: Sure, competition is a concern, and that's part of the reason to have a little bit smaller stadium. There's a lot to do in the Twin Cities, which makes it a great place to live. But you have to win ballgames and need some on-field success, especially early in the season. If you don't, attendance can drop pretty quickly. 
